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To realize its “Customer Focus” business philosophy, China Post Group 
Corporation (CPGC) has developed intermediate business as its strategic and key 
business since 2011. But because CPGC has a late start in agent intermediate business 
of finance, has a low level of science and technology application, and because there 
are many disadvantages in the sales process which relies on counters currently , 
CPGC cannot meet its customers’ demand for intermediate business, neither can it 
meet the demand for the development of intermediate business as its strategic and key 
business. In this thesis, studying on features of CPGC’s agent business of finance, I 
try to search a new way for CPGC’s intermediate business and design specific 
programs on sales process reengineering (SPR) of intermediate business. In that way I 
can provide some practical experiences and innovative, canonical suggestions for 
agent outlets within Fujian Province or even in the whole country. 
The thesis is unfolded according to such reasoning: raising questions, analyzing 
questions and solving questions. Based on a large number of references, by the means 
of theoretical analysis and empirical research, the thesis firstly introduces the theory 
of Business Process Reengineering (BPR) in commercial banks and the theory of 
Customer Relationship Management (CRM). Secondly it analyzes questions in the 
current sales process of intermediate business in agent outlets of PSBC and finds 
causes. Thirdly by reference to advanced experiences of BPR in commercial banks, 
combining with current scientific theories, the thesis puts forward to the design 
principles and frame of SPR of intermediate business in agent outlets. Then 
considering CPGC’s own features as financial agency, the thesis designs specific 
programs for SPR of intermediate business. It also analyzes periodical effects of SPR 
in Z Post Bureau, summarizes questions which should be paid attention to in practice 
and puts forward to some suggestions for improvement. Finally, it predicts the effect 
of SPR by deduction and draws a conclusion. SPR of intermediate business in agent 
outlets  of PSBC is, by adjusting organization structure of agent outlets, establishing 
a full-time sales team, redesigning   agent outlets’ functional areas, stratifying 
customers and building a pipelined sales process, to form a standard process in which 
















integrate customer marketing services. In that way the marketing model of 
intermediate business in agent outlets will be changed fundamentally, so that 
intermediate business in agent outlets can develop sustainably and quickly. 
Research on SPR of intermediate business in agent outlets of PSBC not only 
gives a complement to the current theory of BPR of intermediate business in 
commercial banks but also is significant in the practical sense of developing 
intermediate business of agent outlets into strategic and key business. 
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1 绪  论 
1 
1 绪  论 
1.1 研究背景 
根据国务院金融体制改革的总体安排，在改革原有邮政储蓄管理体制基础
上， 2006 年 12 月 31 日中国银监会经国务院同意正式批准成立中国邮政储蓄银
行（Postal Savings Bank of China，简称 PSBC）。2007 年 3 月 20 日中国邮政












































出了到 2015 年末全国邮政代理金融储蓄有效户中万元以上客户占比达到 30％、




































本文研究的主要内容分五部分，整体框架如图 1-1 所示： 
 
 
图 1-1 本文研究框架图  
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 4 
造提供一定的借鉴和参考意义。 
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